14.503-2

the contract file. Each offeror shall be
notified in writing. When step one re-
sults in no acceptable technical pro-
posal or only one acceptable technical
proposal, the acquisition may be con-
tinued by negotiation.

[48 FR 42171, Sept. 19, 1983, as amended at 50
FR 1739, Jan. 11, 1985; 50 FR 52429, Dec. 23,
1985; 51 FR 2649, Jan. 17, 1986; 56 FR 41733,
Aug. 22, 1991; 60 FR 42654, Aug. 16, 1995; 61 FR
69289, Dec. 31, 1996; 62 FR 51270, Sept. 30, 1997;
64 FR 51839, Sept. 24, 1999; 68 FR 43856, July
24, 2003]

14.503-2 Step two.

(a) Sealed bidding procedures shall be
followed except that invitations for
bids shall—

(1) Be issued only to those offerors
submitting acceptable technical pro-
posals in step one;

(2) Include the provision prescribed in
14.201-6(t);

(3) Prominently state that the bidder
shall comply with the specifications
and the bidder’s technical proposal;
and

(4) Not be synopsized through the
Governmentwide point of entry (GPE)
as an acquisition opportunity nor pub-
licly posted (see 5.101(a)).

(b) The names of firms that sub-
mitted acceptable proposals in step one
will be listed through the GPE for the
benefit of prospective subcontractors
(see 5.207).

[48 FR 42171, Sept. 19, 1983, as amended at 50
FR 1739, Jan. 11, 1985; 50 FR 52429, Dec. 23,
1985; 56 FR 15149, Apr. 15, 1991; 66 FR 27413,
May 16, 2001; 68 FR 56679, Oct. 1, 2003]
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15.000 Scope of part.

This part prescribes policies and pro-
cedures governing competitive and
noncompetitive negotiated acquisi-
tions. A contract awarded using other
than sealed bidding procedures is a ne-
gotiated contract (see 14.101).

15.001 Definitions.

As used in this part—

Deficiency is a material failure of a
proposal to meet a Government re-
quirement or a combination of signifi-
cant weaknesses in a proposal that in-
creases the risk of unsuccessful con-
tract performance to an unacceptable
level.

15.101

Proposal modification is a change
made to a proposal before the solicita-
tion closing date and time, or made in
response to an amendment, or made to
correct a mistake at any time before
award.

Proposal revision is a change to a pro-
posal made after the solicitation clos-
ing date, at the request of or as allowed
by a contracting officer, as the result
of negotiations.

Weakness means a flaw in the pro-
posal that increases the risk of unsuc-
cessful contract performance. A ‘‘sig-
nificant weakness’’ in the proposal is a
flaw that appreciably increases the
risk of unsuccessful contract perform-
ance.

[62 FR 51230, Sept. 30, 1997, as amended at 66
FR 2129, Jan. 10, 2001]

15.002 Types of negotiated acquisition.

(a) Sole source acquisitions. When con-
tracting in a sole source environment,
the request for proposals (RFP) should
be tailored to remove unnecessary in-
formation and requirements; e.g., eval-
uation criteria and voluminous pro-
posal preparation instructions.

(b) Competitive acquisitions. When con-
tracting in a competitive environment,
the procedures of this part are intended
to minimize the complexity of the so-
licitation, the evaluation, and the
source selection decision, while main-
taining a process designed to foster an
impartial and comprehensive evalua-
tion of offerors’ proposals, leading to
selection of the proposal representing
the best value to the Government (see
2.101).

Subpart 15.1—Source Selection
Processes and Techniques

15.100 Scope of subpart.

This subpart describes some of the
acquisition processes and techniques
that may be used to design competitive
acquisition strategies suitable for the
specific circumstances of the acquisi-
tion.

15.101 Best value continuum.

An agency can obtain best value in
negotiated acquisitions by using any
one or a combination of source selec-
tion approaches. In different types of
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